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The following article is based 6n 
experiences in Baltimore, Md., and 
was compiled by Mr. and Mrs. A. E. 
Sinks. It was read at the last annual 
meeting of the National Association 
in Atlanta. 


There are four principal divisions 
in conducting a Christmas seal sale, 


namely, personal solicitation or team . 


work, booths, organized and _ indi- 
vidual workers, mail sale. 

The keynotes of a_ successful 
Christmas seal sale are advance prep- 
aration and a carefully selected pros- 
pect list. This list must be as de- 
tailed and accurate as it can be made, 
regarding names and addresses, and 
must be checked and rechecked for 
duplications. A very large propor- 
tion of difficulty and antagonism 
caused by the follow-ups can be elimi- 
nated by a properly prepared list. 
The final list will consist of the regu- 
lar contributors and friends of the 
association, plus selected prospects. 

In Baltimore we compile _ first, 
from representative groups. The 
rosters of the local Kiwanis, Rotary, 
Civitan, Lions, Ad, and City Clubs, 
Merchants’ & Manufacturers’ Asso- 
ciation, Board of Trade and Cham- 
ber of Commerce, are checked against 
the original file, adding all those not 
already on file. Published lists in 
the newspapers, of financial cam- 
paigns, the Blue Book, and the So- 
cial Register also furnish good sources 
for new names. After exhausting all 
of these, the telephone directory is 
used, especially the classified section 
containing list of doctors, lawyers, 
and ministers. After all new names 
have been added and the file is com- 
plete, it should be very carefully gone 
over for duplicates. All the Browns, 
Joneses and Millers, are checked with 
teference to the street addresses, to 

(Continued on page 74) 
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eliminate duplication. In adding 
names from the telephone book, only 
one card is made for each individual, 
and it contains both business and 
home addresses, if both are given in 
the telephone book. It is very easy 
to duplicate when adding names from 
this source, and special care is taken 
to avoid this. The daily obituary 
notices in the newspapers are looked 
up in the file, and information placed 
on card. 

The total list is made into one file 
if possible, and kept in alphabetical 
order. This will eliminate a tre- 
mendous amount of work—and_ mis- 
takes. If the list is not too large, 
each card is keyed for the amount 
of seals to be sent, and the key is 
placed on the envelope when it is 
addressed. If the list is too large, 
color cards are used to differentiate 
the four groups, which are as fol- 
lows: 


(a) Those to be solicitated per- 
sonally (large contributions) 

(b) Those solicited by special let- 
ter (individual or special lisz 
—large gifts) 

(c) Commercial or mercantile 
list. (Small industries and 
merchants ) 

(d) General mail sale (all those 
not included in the foregoing) 


Personal Solicitation 


This is best accomplished by a 
small group of interested persons, 
preferably from the board of direc- 
tors, and others who are somewhat 
familiar with the work of the asso- 
ciation, who can talk convincingly 
to prospects. They use health bonds 


almost entirely, or subscription cards. 
Two or three luncheon meetings are 
held, at which reports are made. The 
largest subscriptions are secured 
through this group, and the cream 
of the list is given to them for solici- 
tation. The large industries and de- 
partment stores are included in this 
list, and solicited in advance of the 
general solicitation. ‘They are given 
seals in time to use on November 
bills and packages. 


Booth Sale 


The booth sale is placed under the 
supervision of a capable person, who 
organizes her workers at least two 
weeks before the booths open. She 
should have one or more assistants, 
who make the daily round of the 
booths, making collections, replenish- 
ing supplies, giving information to 
volunteer workers, and making sure 
that each booth is covered. The vol- 
unteers are assembled at least twice 
before the booth sale begins, given 
lessons in salesmanship, and informa- 
tion about the work ofthe associa- 
tion, so that they may in turn give 
it to those who buy Seals... All booth 
moneys are counted and checked with 
workers’ report, and turned over ‘to 
cashier and banker. A booth super- 
visor keeps records of the amounts 
that are turned in daily by each 
booth, and the names of the workers 
there. A good plan to get workers 
is to place various booth locations in 
the hands of group workers, woman’s 
clubs, patriotic societies, churches, 
and similar organizations who fur- 
nish all the necessary workers. 


Organizations and Individual 
Workers 


These are such groups as campfire 
girls, boy scouts, and individuals who 
sell seals to employees of large plants. 
Industries which have a_ welfare 
worker will often take a large quan- 
tity of seals and sell them to the em- 
ployees through the welfare worker. 


Mail Sale 


The mail sale is divided into four 
groups: 


(a) Special or individual list 

(b) Commercial or mercantile list 

(c) Fraternal and labor union 
list 

(d) General list 


The special list is composed of 
wealthy people and those large busi- 
ness firms which may be better 
reached by letter than by personal 
solicitation. This list receives per- 
sonal, typewritten letters, enclosing 
a health bond ($25, $50, and $100), 
but no seals. The letter includes an 
explanatory paragraph regarding the 
exchange of bond coupons for seals, 
This list is very prolific of returns, 
as many people will contribute in this 
manner who otherwise refuse to do 
$0. 

The commercial list, consisting of 
smaller business concerns, receive a 
printed form letter, emphasizing the 
place of tuberculosis in business and 
industry, and enclosing $5 and $10 
worth of seals but no bonds. The 
penny-saver envelope is used to send 
these out. This mail may go out 
two or three days before the general 
mail sale, as most firms like to use 
the seals on their monthly statements. 

The fraternal list consists of the 
various lodges—Masons, Knights of 
Columbus, Jewish, Tall Cedars, 
Knights of Pythias, and Woodmen. 
Each masonic lodge in the city re- 
ceives a special letter, correctly ad- 
dressed to the proper dignitary of 
that lodge, enclosing a health bond 
($25, $50 and $100). Approval of 
the Worshipful Master is secured, 
included in the body of the letter, 
which may be signed by some promi- 
nent mason. This procedure is fol- 
lowed out with other orders, and se- 
cures many large subscriptions. Let- 
ters of thanks are sent those in this 
class who respond. 

The labor union list may be se- 
cured from the local federation of 
labor. This letter is written on pa- 
per with the union label imprinted 
on it, and embodies the high points 
of tuberculosis as it affects the work- 
ing man. It is addressed to the secre- 
tary of each union, and a health bond 
enclosed ($5, $10 and $25). I can- 
not emphasize too strongly the use 
of the union label in this connection, 
and on the general mail sale letter. 
It must be kept in mind when the 
contract for the printing is given out. 
Its omission always brings severe 
criticism from some, and its use is not 
likely to offend any. Such has been 
our experience in Baltimore. AP 
proval of the president of the | 
labor federation, embodied in the let: 
ter, or his signature, is helpful. 
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These two letters (fraternal and 
labor union) must not be sent out 
until at least a week after the gen- 
eral mail sale, as otherwise some in- 
dividuals, will return their seals, stat- 
ing that they have contributed 
through their lodge or labor union. 

The general list includes all those 
from whom $10 or less is expected. 
This list includes $10, $5, $3, $2 and 
$1 people. The $10 letter contains 
a $10 bond and 100 seals, for which 
one bond coupon is cancelled, the $5 
letter contains a $5 bond and 100 
seals likewise, while the others get 
all seals. My experience is that $2 
is a good average to expect, and that 
there are more $2 people than any 
other kind. 

The mail sale is the most impor- 
tant division of the Christmas seal 
sale, and the essentials of success are 
an early start and a_ well-trained 
force. If the list has been carefully 
prepared and checked, and duplica- 
tions eliminated to the nth degree, the 
battle is half won. The mail sale 
force consists of three groups: 


1. Mail sale director 

Typists for’ addressing envel- 
opes 

Clerks to stuff and seal envel- 
opes 

Clerks to receive and fill addi- 
tional seal orders, and handle 
supplies 

Clerks to answer the door, re- 
ceive payment for seals, give 
receipts, and answer telephone 
on Christmas seal matters 


. Supervisor of opening room 
Clerks to open mail and record 
contents on envelopes 
Auditor 
Cashier and banker 


. Clerks to pull cards from file 
and make permanent records 
on same (preferably typists) 


It is not necessary to have different 
people .for these three groups, as 
those in the first group may be trans- 
ferred to the second, then to the 
third, in the natural progress of the 
seal sale. The recording of returns 
(money or seals) on the permanent 
file may be delayed until both follow- 
ups have been sent out, if necessary, 
as long as the cards have been pulled 
from the files, placed in the corre- 
sponding envelopes, and kept care- 
fully in a safe place until permanent 


record is made. This will clear the 
files for the follow-ups without any 
delay. The mail sale director may 
personally supervise these groups, but 
a better plan seems to be to have an 
assistant in each group, who reports 
daily to the mail sale director the 
progress of the work, and who is 
responsible for that group. 


Detailed Work of the Mail Sale 
Outgoing 


Stenographic work and typing .is 
kept in a separate room. 

Typists should address from 900 
to 1,200 envelopes daily. 


(Continued on page 76) 
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Seal Sale Procedure 
(Continued from page 75) 


Salary of typists is $16 and $18 
per week. 

Work of typists is checked with 
file cards to see that none are dupli- 
cated or omitted. 

If two files are used, different color 
return envelopes are used, or the re- 
turn envelopes are keyed when ad- 
dressed, in such a manner that will 
facilitate looking up returns in file. 

All addressing is finished by No- 
vember 15th. 

Addressed envelopes are kept in 
alphabetical order, thus facilitating 
any last-minute changes to be made 
before mailing. 

The stuffing and sealing of en- 
velopes is carefully supervised, to see 
that proper contents are sent to each 
group. 

Mail is all sent out at once (gen- 
eral mail sale). If the mail is stag- 
gered, those receiving seals in the first 
lot will sell them to their friends and 
neighbors, who will return the seals 
sent to them later. 

It seems a good plan to send a 
man’s mail to his business address, 
and a woman’s to the home address. 


Incoming 


Clerks in this department are 
vouched for by members of the regu- 
lar staff, or have three written refer- 
ences on file. There is great oppor- 
tunity and temptation for dishonesty 
in this department, and every one 
must be above suspicion. 

Equipment (as used by Baltimore 
City): A long trestle table, placed in 
the centre of the room, with parti- 
tions about 6 inches high dividing it 
into spaces for each worker. 

Large cardboard cartons for re- 
turned seals and bonds, which are to 
be kept in good condition, as they 
(the seals) may be wanted later for 
use in the booths. 

Large cartons for waste paper. 

Letter folders for each clerk. One 
folder marked ‘Orders,’ to contain 
orders for more seals, which must be 
cleared out daily. 

Large manila envelopes. 

Plenty of pencils and a sharpener. 

Rubber bands and paper clips. 

Opening machine, or hand openers. 

Small, cheap, manila envelopes. 

If “thank you” cards are sent to 
those contributors who give $10 or 


over, each clerk has a pile of blank 
“thank you” cards and pen and ink, 
and addresses card as mail is opened, 
thus assuring quick acknowledgement 
and doing it in the easiest way. 


Process 


, Clerk runs all mail through open- 
ing machine, or opens it by hand. 
(The “Lightning Letter-Opener,” 
made by the Bircher Co., of Roches- 
ter, N. Y., costing $95, is a splendid 
asset. I think it will open 4,000 to 
6,000 letters per hour.) 

Supervisor receives all mail, assorts 
it and counts it into packages of 100 
envelopes each. One large manila 
envelope goes with each package of 
100, and complete package, rubber- 
banded, is given out to each clerk. 

Clerk removes all contents, and 
records on envelope what was inside, 
whether seals or money (cash, check, 
money order, etc.). After finishing 
100, money is separated into notes, 
checks, postage stamps, coin, and 
money orders, and put into manila 
envelope, not counted. Empty en- 
velopes are placed under rubber band 
(money envelopes kept separate from 
return seals envelopes), and all re- 
turned to mail supervisor. Let me 
emphasize the fact that clerks must 
not count their money and try to tally 
it with envelopes. Clerk signs and 
dates manila envelope. (Coin placed 
in small, manila envelope.) 

Supervisor turns over all work to 
auditor. 


Notes on Incoming Mail Department 


No letters are to be discarded by 
clerks. All communications of any 
nature whatever are to be placed in 
letter folders, and collected daily by 
the supervisor, who turns them over 
to the mail sale director, who in turn 
answers such as are necessary. 

All enclosures are to be carefully 
unfolded, including returned seals. 

No waste paper is to be thrown on 
the floor, as money is very easily lost 
in this way. 

Each envelope must have 


some 
mark of identification on it before it 


leaves the clerk’s hands. Many peo- 
ple make returns in other envelopes 
than the one provided, placing no 
name or address on the outside. If 
this information is not inside, name 
may be secured from check or money 
order. Cash, of course, cannot be 


identified. 


If name signed to check is different 
from that on return envelope, clerk 
writes check signature on envelope. 
This in many cases will clear up a 
follow-up difficulty. 

If one return envelope is enclosed 
in another with remittance or seals, 
notation must be made on the one 
enclosed to see record on the other, 
and not re-enclosed, as card might 
not be pulled from file on the one 
enclosed. This is one of the com- 
monest difficulties encountered in the 
follow-up. 

Clerk does not write in space 
marked “Cash Record” on manila 
envelope. 

Absolute quiet must be observed. 


All mail must be opened daily. 
This is of the utmost importance. 
If the work is not finished by the 
usual closing time, clerks will work 
overtime. The mail supervisor keeps 
track of the overtime (35 to 40c per 
hour). Auditing and banking may 
be left over till the next day, if fully 
covered by insurance and kept in a 
safe place, but the mail must be kept 
opened to date. 

No one is allowed to come into this 
department except those working 
there, and the mail sale director. 

Matters are greatly facilitated if 
the mail sale supervisor, and the clerk 
who opens the mail by machine or 
hand, can arrive in the morning a 
half-hour before the others, as the 
envelopes are slit, counted into pack- 
ages, and ready to give out when the 
clerks arrive. 


Auditing 

This department consists of one 
person, familiar with figures, and 
accurate and speedy on an adding 
machine. Can work in the same 
room with cashier and banker, but 


must be quiet, as the greatest accu- 
racy is essential. 


Auditor totals on machine amounts 
recorded on return envelopes and 
counts the various divisions of money, 
recording same under “Cash Record.” 
Total under “Cash Record” must 
tally with total of amounts recorded 
on envelopes. Any errors found here 
are taken up with mail supervisor, 
who in turn takes up matter with 
clerk responsible for error,- shown by 
signature on manila envelope. 

Money, still in large envelope, is 
turned over to cashier and banker. 
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Empty return envelopes are turned 
over to filing department. 

Auditor must be personally vouched 
for by member of regular staff, or 
have three written references on file. 


Cashier and Banker 


Receives money in manila envelopes 
from Auditor. 

Checks “Cash Record” against 
auditor’s count. 

Receipts manila envelopes, which 
are kept and filed according to dates. 
Money is lumped together and 
banked. 

Bank messenger, or police protec- 
tion, or two persons from the Asso- 
ciation, must accompany deposit to 
bank. 

Booth money is received from 
Booth supervisor and banked. Per- 
sonal solicitation receipts likewise. 
Separate records are kept of these by 
their respective departments. 

Cashier must give receipts to every- 
one turning in money. The manila 
envelopes are the mail sale receipts. 

Special arrangements may be made 
with bank to accept deposits until a 
late hour each day. Bank will usual- 
ly accept deposit of checks in which 
each check is not listed separately, 
but merely an adding machine list. 
The utmost accuracy is necessary in 
listing these checks on the adding 
machine, or the bank may refuse to 
accept a deposit so made. This 
method enables the cashier to keep 
the deposits up to date with the 
minimum of work. 

Cashier and banker must be 
bonded. 


General Notes 


Two persons should get the mail 
from the post office. 

The regular staff should give all 
necessary assistance to the Christmas 
seal department. Any staff member 
having time to spare from the regular 
work must report to the mail sale 
director. 

Money received at door, if not in 
return envelope, is placed in cheap 
envelope, name and address of con- 
tributor plainly written on back 
(preferably typed), sealed and sent 
to mail supervisor. 

Mistakes in any division of the 
mail sale are referred to the mail sale 
director. 

Daily reports from each depart- 
ment (opening, auditing and bank- 


Use the Standard Double-Barred Cross 


In spite of the fact that the Na- 
tional Association has standardized 
the shape and form of the double- 
barred cross, a number of organiza- 
tions are still using this emblem on 
their letterheads and in other ways in 
ugly and unstandardized forms. Some 
of them are using crosses with square 
ends in which the upper arm is shorter 
than the lower. Others are using 
elongated crosses. The National Tu- 
berculosis Association will send on re- 
quest a circular describing the exact 
shape and form of the crosses and giv- 
ing the standard measurements and 


dimensions. Electros of the double- 
barred cross from seven-eighths of an 
inch long and upwards may be pur- 
chased through the National Associa- 
tion. 


ing) are given to mail sale director, 
who in turn gives daily composite re- 
port to director of the seal sale, or 
executive of the association. 

Mail sale director must receive 
fullest co-operation from the regular 
staff, and has full authority over the 
Christmas seal staff, superseded only 
by the seal sale director or executive. 

A slight explanation of the terms 
used herein may be helpful. If the 
head of the association, executive sec~ 
retary, etc., directs his own seal sale, 
he is referred to as seal sale direc- 
tor. The mail sale director comes 
under his authority; the mail super- 
visor, auditor, cashier and banker 
come under the mail sale director. 
The auditor, of course, is not really 
an auditor in the popular sense of the 
term, and requires no special qualifi- 
cations other than those listed. 


Follow-Up 


Return envelopes are received from 
the auditor and looked up in the files. 
A file card must be found for each 
envelope and placed in the envelope. 
The utmost accuracy in this depart- 
ment is necessary, as pulling the 
wrong card, or skipping an envelope, 
will surely result in difficulties. For 
instance, if the return envelope is for 
O. R. Smith, and the card is pulled 
for O. S. Smith, the first-named will 


get a follow-up after having made his 


returns, resulting in ill-feeling, nine 
times out of ten. In this connection, 
let me say that from a list of 66,000 
letters sent out by the Baltimore 
office in 1923, only one serious com- 
plaint was received in answer to the 
follow-up. This was from a man 
named Miller, and the Baltimore list 
contains over 700 Millers, no two at 
the same address. This man had 
made his returns, and the wrong card 
was pulled from file, so he received 
a follow-up. After cards are pulled 
and placed in envelopes, they are 
packed carefully in a safe place until 
such time as they may be recorded 
on the permanent files. 

There will be, even in the most 
efficient offices, a certain number of 
envelopes for which cards are not 
found, called “can’t finds.” These are 
turned over to the most expert file 
clerk who is familiar with the files, 
who searches thoroughly for the nec- 
essary cards, reporting results to the 
mail sale director. The “can’t finds” 
must be kept down to a minimum. 
Many times the cards will be found 
misfiled, or the name will be mis- 
spelled on the énvelope, or reversed, 
and the greatest ingenuity must be 
exercised to puzzle them out. The 
most important point in the follow- 
up is this: Make sure that the files 
are clear of all cards of persons who 


(Continued on pege 78) 
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Seal Sale Procedure 
(Continued from page 77) 


have made returns in any form, be- 
fore addressing the follow-up. 

When follow-up returns come in, 
there will be a certain number of 
telephone calls and letters from con- 
tributors, stating that they have made 
returns. The mail sale director 
should personally handle such letters 
and calls, or delegate such work to 
a very able person. It must be kept 
in mind that “the public is always 
right,” and any criticism must be 
smoothed over. Give credit on the 
files for such letters and calls, thus: 
“So states; No record.” <A record 
will probably be found later when 
files are complete. Most of these 
“complaints” are due to duplication 
on the files, which must be corrected 
at the time the complaint is made. 
-Now is the time when any poor or 
inaccurate work of the whole mail 
sale will be exposed. After the fol- 
low-up is addressed (it can be stag- 
gered), the whole force is put on 
recording returns on the permanent 
file, and filing these until the year’s 
records are complete. 


General Impressions 


It pays to keep a prospect on the 
list for four years. Many will refuse 
the first year, and buy seals the next. 
Our records, covering five years, 
show that it hardly ever pays to drop 
a name from the prospect list, unless 
requested to do so. 

Many times a wealthy person or 
large firm, which has refused for 
years to contribute through personal 
solicitation or general mail sale letter, 
will respond generously to a special 
personal letter, containing Health 
Bond. Keep cultivating those who 
refuse from year to year. Business 
firms usually exchange bond coupons 
for seals, so this special letter may be 
sent to them before the general mail 
sale, to give them time to do so. 

I have said nothing about publicity, 
this being completely covered by the 
pamphlet, “Publicity Sells Christmas 
Seals,” by Dr. Philip P. Jacobs. Let 
me stress, however, a good all-the- 
year-round publicity director. In 
Baltimore, by special arrangement 
with the Red Cross, we get our car 
cards in place the day after theirs 
go out. Our newspaper publicity is 
rushed just before the mail sale goes 


T he Christmas Greeting 


The illustration on the front 
page is the cover of the Christmas 
Greeting which the National Asso- 
ciation has prepared in honor of 
| Einar Holboell, the originator of 
the Christmas seal. The greeting 
is a four-page booklet printed on 
seventy-pound paper and _attrac- 
tively illustrated. It has as intro- 
duction a brief history of Mr. 
Holboell’s activities and the func- 
tion of the Christmas seal. The 
remainder of the booklet contains 
a fairy story entitled ‘““The Christ- 
mas Stamp.” Orders for the 
Christmas greeting should be 
placed with the National Associa- 
tion through state tuberculosis 
associations. 

While “The Christmas Stamp” 
is not written in dramatic form, it 
may furnish an idea to contestants 
in the play contest for a one-act 
playlet. The scene of action is 
the post office; the postage stamps 
snub the Christmas stamp, and 
later shamefacedly admit its great- 
ness. 


out. It has been our experience that 
spectacular publicity does more harm 
than good (traffic stunts, for exam- 
ple). The public must be pleasingly 
attracted to the sale of Christmas 
seals. 

There is no royal road to success 
in a Christmas seal sale. It is 
reached only by an early start, loyal, 
self-sacrificing service from each 
worker, minute attention to details, 
and hard work. While the foregoing 
outline may not be perfect, and may 
be improved to fit local conditions, 
it has seemed the best and the cul- 
mination of seven years’ experience. 


School Children as Seal 
Purchasers 


I take it for granted that I am 
not asked to give the experience of 
the state of Kansas in the sale of 
Christmas seals by school children 
because of any particular success that 
we have so far attained, but rather 
that our experience may serve to 
show some of the blunders that are 
possible and some of the ways in 
which effort may be made. 

Up to three years ago, Kansas had 


never had a systematic effort to sell 
Christmas seals in schools. It is true 
that they had been sold by some local 
chairmen and occasionally by teachers, 
but the total sale had never been a 
considerable factor in our sum total, 
We heard such good reports of suc- 
cess in Wisconsin, Michigan and 
other states that we felt that the field 
would bear intensive cultivation in 
Kansas and started out to do it with- 
out very much advice from any one 
other than our local workers. 
Our first question for consideration 
was the matter of inducements to in- 
terest the school children in the sale. 
It was urged by some that the sole 
inducement necessary was the objec- 
tive, and that it would really be a 
perversion of purpose and would 
serve to minimize the educational 
value of the sale if we offered any- 
thing in the way of prizes. This was 
and still is a strong argument, but 


‘the fact. remains that our committee 


finally decided that we would offer 
prizes to those selling seals to a 
stipulation, however, and it is one 
considerable amount. We made this 


(Continued on page 86) 


Dr. P. Challis Bartlett 


Dr. P. Challis Bartlett, for 
seven years Chief Medical Exam- 
iner and Consultant at the Fram- 
ingham Health Demonstration, 
died on July 25 at his home at 
Newton Highlands, Mass. Dr. 
Bartlett was a native of Newbury- 
port, Mass. For several years he 
was an official at the State Hospi- 
tal at Danvers and Worcester and 
then became Superintendent of the 
State Sanatorium at Rutland. 
From there, he went to the Fram- 
ingham Health Demonstration. 

Dr. Bartlett was a specialist in 
heart and lung ailments, and dur- 
ing his work in Framingham con- 
ducted research work in this field 
that has been of considerable value 
throughout the world to the 
medical profession. His contri- 
bution to the medical fundamen- 
tals of tuberculosis work and to 
the demonstration of a community 
consultation service was of tre- 
mendous importance not only to 
the Framingham Demonstration 
but to tuberculosis activities every- 
where. 
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The Financial Federation 
and the Seal Sale 


In discussing the relationship be- 
tween seal sale campaigns and finan- 
cial federations, the first question 
which must be considered is the par- 
ticipation of the Tuberculosis Asso- 
ciation in the Federation. As Mr. 
Jacobs told us at conference last year, 
experience has shown that this ques- 
tion may be answered by the Tuber- 
culosis Association in any one of four 
ways: (1) By entering the federation 
and giving up the seal sale, (2) By 
entering the federation and conduct- 
ing a limited seal sale, (3) By stay- 
ing out of the federation and con- 
ducting a seal sale in competition 
with the financial federation drive, 
and (4) By staying out of the federa- 
tion and conducting an unlimited seal 
sale with the approval of the federa- 
tion. 

In every instance, of course, this 
decision must be determined by local 
conditions. In this connection there 
are at least two major considerations 
to be borne in mind by the Tubercu- 
losis Association: (1) The develop- 
ment of the Tuberculosis Associa- 
tion’s program and (2) the develop- 
ment of the whole volunteer social 
welfare program. Generally speak- 
ing, adequate support and develop- 
ment of infant and maternity wel- 
fare, public health nursing, relief of 
poverty, and recreational activities 
supported by the American Federa- 
tion contribute as much toward the 
solution of the tuberculosis problem 
as does the work of the Tuberculosis 
Association itself. 

It would usually seem wise, there- 
fore, in cases where the majority of 
persons actively interested in a finan- 
cial federation strongly desire the en- 
trance of the Tuberculosis Associa- 
tion into the Federation for the pur- 
pose of strengthening the federation, 
for the Tuberculosis Association to 
become a participating agency. 

However, the participation, or 
non-participation of the Tuberculosis 
Association in the federation is of 
little significance compared to the 
importance of the preservation of the 
seal sale campaign. Experience has 
proved that even unlimited seal sales 
have not injured the financial federa- 
tion, and in no other way could the 
l'uberculosis Association so effectively 
organize an extensive and intensive 


educational campaign combining the 
factors of timeliness, sentiment, util- 
ity, news interest and general pub- 
licity. Even in localities where the 
Tuberculosis Association is allowed a 
budget from the financial federation 
and the income from the seal sale is 
subtracted from that allowance, the 
seal sale is well worth while because 
of the tremendous number of oppor- 
tunities it opens up for educational 
work. 

Whatever the relationship decided 
upon by the Tuberculosis Association 
and the financial federation, it should 
be carefully explained to the public. 
In the mail sale letter, in talks, in the 
press, etc., a definite and continued 
effort should be made to present the 
situation in as clear a way as possible. 
Also every inquiry, complaint or 
criticism, even during the seal sale 
campaign, should be answered by a 
personal letter, if possible. We have 
found that by doing these things 
every year to explain the position of 
our Association to the public, that we 
do not receive more than fifteen or 
twenty complaints or criticisms from 
a mailing list of nearly 70,000 names. 

If the financial federation has felt 
it necessary to determine certain 
limitations on the conduct of the seal 
sale, and these limitations have been 
officially accepted by the Tuberculosis 
Association, every care should be ex- 
ercised by the Tuberculosis Associa- 
tion that it does not overstep its 


bounds in any way. To me it seems ° 


extremely important that there be 
developed in the financial federation 
sincere and complete confidence in the 
Tuberculosis Association. To this 
end it has been found desirable in 
some places to submit the copy for 
mail sale and follow-up letters to the 
financial federation for its approval, 
before they are sent out. 

If the Tuberculosis Association 
submits a budget to the federation, 
and in it is included an item for 
anticipated seal sale returns, it is well 
to be conservative in arriving at this 
figure. If the actual seal sale re- 
turns exceed the figure estimated in 
advance, and the federation’s allow- 
ance to the Tuberculosis Association 
is thereby decreased, it is likely that 
federation officials, hard pressed for 
funds, will entertain a very kindly 
feeling toward both the Tuberculosis 
Association and the Tuberculosis 
Christmas seal sale. 


The Cost of the Seal Sale 


The cost of conducting a seal sale 
campaign is under constant fire in 
many places. The 15 to 20 per cent. 
of the income spent for seal sale cam- 
paign expense is repeatedly contrasted 
with the 2 or 3 per cent. of the fed- 
eration income spent for seal sale 
expense. This is frequently an un- 
fair comparison for at least two 
reasons: (1) The Tuberculosis Asso- 
ciation spends a great deal for educa- 
tional work at the time of the Christ- 
mas seal sale and charges this ex- 
pense to “seal sale.” It could much 
more properly be charged to educa- 
tional expense. 

Secondly, Tuberculosis Associa- 
tions frequently include in seal sale 
expense the amount paid to the state 
and national associations as seal sale 
percentages. In cases where the local 
association pays as high a percentage 
as 20 or 30 per cent., and this figure 
is added to the expense incident to 
the actual conduct of the seal sale 
the ratio between the net seal sale 
income and cost of the campaign 
approaches a 50-50 basis. 

The last point I would like to 
mention is the attitude between the 
Tuberculosis Association and the fi- 
nancial federation. Regardless of 
participation in the financial federa- 
tion, an attitude of give and take, of 
tolerance and forbearance, of each 
group toward the other, cannot but 
help each group over the difficult 
places in the road that each travels. 

KATHERINE RADEBAUGH, 
Minneapolis, Minn. 


Relations With Financial 
Federations 


“To be, or not to be, that is the 
question,” for, the manner in which 
the financial federation movement is 
growing leads one to believe that 
sooner or later all tuberculosis or- 
ganizations — functioning in com- 
munities where there are several 
other social service agencies dependent 
upon the generosity of the public— 
will be called Upon to face the ques- 
tion of whether or not to be part of 
such a movement. 

It is conceded to be a most desir- 
able action for the tuberculosis or- 
ganization to aaliate with a group of 
agencies intent upon improving health 

(Continued on page 80) 
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(Continued from page 79) 


and social conditions in the same 
community. Such a move on the part 
of the tuberculosis organization be- 
speaks cooperation, and the fact that 
the organization is working in har- 
mony and sympathy with all other 
social service agencies doing construc- 
tive welfare work for the same group 
of citizens. The federating of the 
group eliminates the possibility of 
duplication of effort, and makes for 
efficiency. 

But the question arises, “What 
shall be done about the Christmas 
seal sale?” Shall it be abandoned 
along with the endless string of 
charity balls, tag days, flower sales, 
pastry sales, fairs, and amateur the- 
atricals? Or shall it be incorporated 
into the new scheme of things for its 
educational value only, Christmas 
seals to be given as a reward for 
having contributed to the “one-drive- 
a-year movement”? Or, shall the 
Christmas seal be placed on sale only 
for persons interested enough to make 
a special effort to secure it? Or, 
lastly, shall the tuberculosis organiza- 
tion be permitted to put on the sale 
as it has in former years, imbueing 
the community with the desire to 
purchase seals and then making them 
easy to purchase? 

How this question was decided in 
South Bend in 1913, and how it has 
worked out during the past ten years 
may be of interest and value to other 
organizations faced with the same 
problem. 

In the beginning, the persons ef- 
fecting the relationship were liberal, 
open-minded, far-sighted men and 
women. ‘They agreed that none of 
the other money-raising devices and 
schemes had any other motive back 
of them; but that the Christmas seal 
sale, out of which the very tubercu- 
losis movement grew, was alert with 
the purpose of educating the public 
to believe tuberculosis to be a pre- 
ventable disease that could be eradi- 
cated. They decided it would be 
difficult, if not impossible, to preserve 
the full educational value of the seal 
if the financial value of it were dis- 
regarded. They agreed that the seal 
sale should be continued, and an ef- 
fort should be made by the Tuber- 


culosis League to interest as many 
persons as possible in buying seals at 
Christmas time. 

The decision was that our co- 
operation in the Christmas seal sale 
was as important a factor in our 
relationship with the national and 
state tuberculosis associations as was 
our cooperation with the Federation 
for Social Service in our relationship 
with local social service agencies. 
Therefore, the Christmas seal sale 
should proceed. 

Since then, ten years have passed, 
and in the passing have proved the 
judgment of these men and women 
was sound, and that neither has the 
continuance of the Christmas seal 
sale been a handicap to the Com- 
munity Chest, nor has the financial 
federation harmed the Seal Sale. 

The budget committee of the 
federation agreed the League’s first 
appropriation from that organization 
should be $654.20. Since the pre- 
vious Christmas seal campaign had 
brought in $613.75, the appropriation 
from the federation assured the tuber- 
culosis organization of being able to 
function as it had during the previous 
year, but it was naturally presumed 
that even though the seal sale went 
en as usual, the proceeds therefrom 
would decrease as a result of the 
tuberculosis organization becoming a 
part of a financial federation. The 
most optimistic director did not ex- 
pect the seal sale for 1913 to nearly 
approach that of 1912, so it was a 
gratifying surprise to have the sale 
mount to $951.47, the very year the 
Tuberculosis League entered the 
Federation, and received an appro- 
priation a little better than the 
amount realized from the previous 
seal sale. This 55 per cent. increase 
was instrumental in proving the wis- 
dom of the directors of the Federa- 
tion in sanctioning the seal sale. 

During the past ten years, the seal 
sale in the county has advanced from 
$951.47 to $10,600.00, an increase of 
91 per cent.—a logical growth*for a 
county its size, the present per capita 
sale being 10.2. | 

During the same period of time, 
the Federation budget has increased 
82 per cent., from $23,000 to $131,- 
000. The Tuberculosis League’s 
allotment from it has increased 81 
per cent., or from $654.20 to $3,- 
500.00. There are still thirteen or- 


ganizations dependent upon it, so the 


Tuberculosis organization has been 
allowed a proportionate growth. 

For a community the size of this, 
the community chest has a large num- 
ber of donors, subscription cards for 
20,005 being on file, and yet the 
number of persons buying seals is 
even greater. 16,000 adults _pur- 
chased seals sent them through the 
mail, and this number supplemented 
by the persons purchasing seals at the 
booths and in the schools carried our 
total number of contributors to ap- 
proximately 35,000. 

The largest contribution the finan- 
cial federation receives is $12,000 
from a large manufacturing plant in 
the city. The Tuberculosis League 
receives its largest subscription of $75 
from this same concern. We feel 
confident that the contribution to the 
Federation would not be increased 
were the seal sale discontinued, yet 
the corporation willingly purchases 
$75 worth of seals, and furthermore 
uses the seals on outgoing mail, so the 
fact that South Bend is sharing in the 
Christmas seal sale is carried on to 
other communities, and tuberculosis 
work has wider publicity than any 
of the other organizations in the 
Federation. 

Their youngest giver is probably 
fifteen or sixteen, the girl or boy in 
industry. Our youngest contributor 
is five or six, the boy or girl in the 
kindergarten. Habits of generosity 
and cheerful giving, like all other 
habits, must be acquired early in life, 
during the formative period of a 
child’s life, another argument for the 
penny seal, which a child is able to 
buy. The child is acquiring the 
habit of helping, which will prove 
valuable later not only to the Tuber- 
culosis association, but to other social 
service agencies, wherever he may 
make his home in future years. 

The budget in 1913 was $1,600.00. 
Our expenditures last year were 
$16,439.01. We have justified the 
spending of our money, so more has 
been forthcoming, both from the 
financial Federation and the seal sale. 
Our experience has proved to us that 
the Tuberculosis Association can be 
part both of a National and State as 
well as of a local movement, and 
should prove convincing to other or- 
ganizations still debating the ques 
tion. 

InMA COLLMER, 
South Bend, Ind. 
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Maintenance and Development of Lists 
and Office Organization 
By Mary A. Meyers, R.N., Indianapolis, Ind. 


The greater part in point of popu- 
lation of Marion County, Ind., is 
in Indianapolis. The city and county 
population is now probably 375,000. 
The rural population is very small. 
The industry of Indianapolis is per- 
haps as diversified as that of any 
similar city in America, so that a 
business depression in any particular 
avenue of industry rarely has a wide- 
spread effect on general business con- 
ditions. This fact apparently has 
had a very definite bearing on the 
campaign of the Marion County 
Tuberculosis Association to sell 
Christmas seals in Indianapolis and 
the rural districts surrounding it 
each year. The growth of the sale 
since 1913 has been steady. 

Indianapolis has a relatively small 
number of foreign-born residents, but 
it holds in its population more than 
45,000 negroes. Land values in the 
city have been increasing rapidly since 
before the war in a wide reach of 
territory generally spoken of as the 
northeast part of the city. It is in 
this territory and in certain eastern 
sections of the. city that the more 
well-to-do of the population resides, 
and it is in this section that a careful 
cultivation of the Christmas seal 
campaign produces increasing results. 
No part of the city or county has 
been overlooked, however, in the 
effort to sell seals. 

Estimating that the average family 
comprises five persons, it is seen that 
our population is split up roughly 
into perhaps 70,000 families. Each 
of these families we consider a po- 
tential buyer of seals. The first thing 
to be considered in arranging for a 
mail sale is the careful preparation of 
lists, and we have found that the 
most comprehensive method of ob- 
taining names and addresses of these 
potential givers has been through the 
use of lists in the telephone directory 
of the city. This must be done long 
before the beginning of the drive. 
Gradually through the years we have 
built up our own lists of potential 
buyers, arranged on cards and each 
with the proper street address. Long 
before the sale begins each year we 
compare our lists with the latest tele- 
Phone directory, new names there 


being added to our lists, changes of 
address made and names not appear- 
ing discarded. The most careful 
attention is given to the prevention 
of duplication of names. 

After this first survey of the cards 
the whole list is sorted and all busi- 
ness cards are taken out. Then we 
set about preparing our business lists 
and dividing them into those to whom 
$5 worth of seals are sent, $10, and 
up. The business lists are checked 
carefully each year with respect to 
the individual records of the potential 
giver the year before. To our indus- 
trial lists, factories, banks and other 
large business, we send health bonds 
of various denominations with a state- 
ment in each letter that the bonds 
may be exchanged for seals. At least 
90 per cent. of these large contribu- 
tors return the bonds and ask for 
seals. We have also found that our 
$10 contributors buy seals more 
readily than bonds. 

Turning from the business lists, we 
isolate the better residential streets of 
the city in a large group to each of 
which we send 300 seals with the 
regular seal letter. In residence dis- 
tricts where land values are not quite 
so high we send 200 seals. ‘These 
latter two lists made up the bulk of 
our mail sale, and returns from them 
form perhaps 75 per cent. of all the 
money we obtain each year. In addi- 
tion to these lists we prepare special 
lists of residents of the county outside 
the city limits, the county school 
teachers, the city school teachers, 
nurses, unions, fraternal organiza- 
tions, insurance companies, hotels, 
parochial schools, parent-teacher asso- 
ciations, residents in the Y. M. C. A. 
and hospitals. 

The lists of rural residents are 
taken from the telephone directory 
by townships and each township list 
then is sent to some volunteer worker 
living in the township, who goes over 
the list carefully, adding new names 
and discarding those who may have 
moved away. ‘The city and county 
teachers’ lists are taken from the 
school directories. The names and 
addresses of nurses are secured from 
each nurses’ alumnae association in 
the city; seals are sent directly to the 


hospital superintendents and these are 
sold by patients in each institution 
and by the nurses. The Central 
Labor Union supplies us each year 
with a correct list of all the unions 
in the city with the names and ad- 
dresses of the secretary of each. The 
city directory furnishes us with the 
names of fraternal organizations and 
insurance companies and the Federa- 
tion of Women’s Clubs provides us 
with the list of its clubs. We have 
had real success by sending the seal 
letters to the lists of permanent 
guests in hotels. Each year we secure 
a list of these from the clerk or 
manager and usually send them from 
200 to 300 seals, the number depend- 
ing somewhat on the type of hotel. 
Interesting experiments have also 
been apparent in our fields with those 
who are residents of the Y. M. C. A. 
For a number of years we tried per- 
sonal solicitation among such citizens 
but the results were not good. Later 
we tried the mail sale and sent 200 
seals to each. The results were better 
but still not what we felt they should 
be. Last year we sent only 100 seals 
to each young man living in the 
Y. M. C. A. and this netted us more 
than $100. 

To each of these special lists we 
send specially prepared letters. In 
them the essential points of our regu- 
lar mail sale letter were included but 
some direct linking up of subject 
matter with the specific grouns to 
whom we addressed the letter was 
always made and seemed to produce 
the personal touch necessary to make 
these special lists return special 
amounts of money. For example, 
when we send out our letters to in- 
surance companies during the mail 
sale we use the body of our general 
mail sale letter, but we start out with 
a paragraph commenting directly on 
the meaning of anti-tuberculosis work 
to the insurance business generally. 
When we write a form letter for use 
among the unions we use the bulk 
of our regular seal letter but apply it 
specifically to the problems of the 
working man. 

When we find in our lists someone 
who has not contributed for several 
years, according to our records, we 
shift his name on the list to a place 
where automatically he receives a 
smaller number of seals the follow- 
ing year. This we have found works 
wonders in many cases. We have 

(Continued on page 82) 
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found this to be especially true of 
professional men. For some time we 
persisted in sending to them 300 to 
500 seals and many returned the seals 
unbought. When we moved them all 
down to the 200 list most of them 
sent the money. In 1923, 95 per 
cent. of all the physicians bought $2 
worth of seals while in the previous 
year, when we sent 300 to 500 seals 
to each one, probably less than 50 
per cent. paid anything. 

Gradually we have been able to 
eliminate duplication which resulted 
when we sent seals both to the office 
of the professional man and to his 
home. ‘This has resulted in better 
spirit among the givers and oftentimes 
they now send us money for the seals 
when in former years they would re- 
turn both letters. 


Files 


One girl is held responsible for our 
lists the year round, the checking, 
changing, marking and _ otherwise 
keeping them up to date. For the 
entries of one year we use purple ink, 
the next year red ink, the next year 
another color, and so on, so that the 
permanent records on the cards show 
graphically the history of each giver 
throughout a considerable period of 
time. This we have found makes it 
easier to keep track of what to expect 
from each individual when we make 
up our final list for each seal sale. 

The filing in our office is done ac- 
cording to the Library Bureau Filing 
System. First the cards are filed 
alphabetically as to surnames; then 
they are filed alphabetically as to 
Christian names. Thus all the sur- 
names from AB to AL are placed 
under one division, and the surnames 
in this division. bearing Christian 
names beginning with A are placed 
under a subdivision within this divi- 
sion. There are nine such subdivi- 
sions under each division of a letter. 

Certain large givers to the cam- 
paign always are isolated and specific 
personal efforts made to insure the 
continuance of the larger gifts. This 
system has worked out until during 
the past five years we have never 
failed to obtain the same large gift 
each year after it has been made the 


first time and the total of these larger 
gifts has become an appreciable factor 
in the total seal sale. 

One of the unusual methods of 
solicitation that we have developed 
brings into action all of the patients 
at Sunnyside Sanatorium, which is 
our county tuberculosis hospital. 
These patients always sell seals to 
their friends. Post cards are fur- 
nished free for the patients to write 
their friends directly, offering to sell 
them Christmas seals. Last year 180 
patients sold more than $1,200 worth 
of seals. Often our seals are re- 
turned with a note saying that the 
writer desires to get his allotment 
from a patient at Sunnyside, or they 
may send us a check for seals and 
ask us in an accompanying letter to 
credit the amount to the total of the 
Sanatorium sales. We have received 
many substantial contributions be- 
cause the donors were interested di- 
rectly in some patient at the Sana- 
torium. 


We have found it advisable also 
to use different colored return en- 
velopes for the different classes of 
letters sent out during each sale. 
Last year, for instance, the return 
envelopes we sent out to large con- 
tributors were yellow; orange were 
sent to the $5 list; one shade of blue 
used for the $3 list and another shade 
of blue for the letters sent to resi- 
dents of the rural districts; green 
return envelopes sent to hotel resi- 
dents ; pink envelopes used for county 
and parochial schools; a dark shade 
of blue for fraternal organizations 
and the regular manila envelope sent 
to insurance companies and unions 
while the plain white envelopes were 
used for the general $2 letters. Thus 
when the mail sacks bearing our 
Christmas seal letters come into our 
office and are emptied on a large 
table, it is an easy matter to sort 
out the different colored envelopes. 
They are kept separate thereafter as 
each color corresponds to a certain 
file of names. This system also 
assists in an early acknowledgement 
of the large contributions. Many 
mistakes of office administration, we 
find, are avoided by the use of this 
colored envelope scheme. 


Under our system of filing and of 
preparing lists and the use of colored 
envelopes as discussed above, it is easy 
for our workers to mark the card 
and remove them from the files, leav- 


ing the list to whom follow-up cards 
are to be sent. It apparently is true 
that the cards addressed in long hand 
carry a more definite personal appeal 
to the giver than do those addressed 
on the typewriter, and we therefore 
attempt to address as many of the 
follow-ups as possible in long hand, 
To the large contributors we send 
letters instead of the follow-up cards, 
The first series of follow-ups always 
brings in a considerable amount of 
money. We wait perhaps two weeks 
to let this first follow-up saturate all 
parts of the community which has 
not yet responded. Then we check 
over the list again and send a second 
follow-up to those who are still not 
replying to our communications. Last 
year we sent a third fellow-up which 
brought us considerable money. We 
feel that three follow-ups are enough. 
More usually would work for ill-will. 

We are constantly working at our 
lists year in and year out to keep 
them as nearly efficient as is possible. 
It is a generally accepted fact that 
circular letters sent out in the busi- 
ness world are considered to have 
been successful in results if 4 per cent. 
of the potential buyers of the product 
reply to the form letter. Our return 
is more than 30 per cent. which we 
feel is due to our careful work to 
keep our lists up to date and the 
general saleability of the Christmas 
seal. 

In 1915, the first year we used the 
mail sale, we sent out 11,000 letters 
which brought in $9,437.80. In 
1917 we sent out 25,000 letters and 
had a return of $16,546. In 1919 
we sent out 49,000 letters and they 
brought in $30,703.28. In 1923, our 
last mail sale, we sent out 63,330 let- 
ters and our returns were $36,838.54. 


Intensified Office Organization 


Approximately one month before 
the day we set on which seal sale 
letters go out we begin to intensify 
not only our publicity but our office 
organization as well. We use a four- 
page letterhead, the first page is used 
for the letter and the other three 
pages bear printed messages telling 
what the seal money has accomplished 
in the past and what we hope to do 
with the money derived from the 
present sale. At the bottom of each 
form letter are the facsimile sign 
tures of each of the members of out 
seal commission — usually eight pet 
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sons, starting with the governor of 
the state, the mayor of the city (and 
then running through a list of the 
most prominent and charitably in- 
clined men and women of the city). 
Then we call in the letter shop 
which has handled this job for us 
for the past ten years. They begin 
to organize themselves for perhaps 
the largest and most rapid job that 
they do each year. Our office turns 
over to them our card files. Every- 
thing is in readiness for the letters to 
be placed in the mails, usually the day 
before Thanksgiving. We have found 
that the turning over of the whole 
printing job to a letter shop takes 
much of the tension away from our 
own office during the sale and is also 
cheaper. The letter shop not only 
addresses the envelopes and puts the 
seals in each envelope but attends to 
the addressing, stamping and the 
mailing of all the out-going letters. 
As rapidly as returned seals begin to 
come in these are taken from the en- 
velopes in our own office and rushed 
back to the letter shop for use again 
in the letters that go out later. In 
this way we use our allotment of 
seals to the uttermost and avoid 
waste. 

As soon as the problems of starting 
letters into the mails are completed 
we expand our office force to take 
care of the tremendous influx of mail 
which begins the day after the first 
letters have gone into the mail. We 
select girls or women as a rule who 
have had previous experience in seal 
sales with us as supervisors of the de- 
partments. This experienced force is 
more or less detached from our regu- 
lar operating force of workers. Some 
inexperienced help is brought into the 
technical office routine of each seal 
sale, but always we have the experi- 
enced persons supervising the handling 
of the money and the opening of the 
thousands of letters which come in. 
Each member of this seal sale force 
is given a definite part of the work 
to accomplish and generally sticks to 
that particular job until it is finished. 
As rapidly as the money is counted 
after each delivery of mail the funds 
are given to our bookkeeper who de- 
posits all money in the bank each day, 
and she keeps a record, for purposes 
ot checking, of all persons who give 
more than $3.00 to the seal sale. 
This additional list of large givers 


(Continued on page 88) 


Setting Up the Seal Sale in a Community 
of 60,000 


By R. L. Cartton, M.D., Winston-Salem, N. C. 


In our. little city there is no 
separate and distinct tuberculosis 
organization as such—but the Divi- 
sion of Tuberculosis of the City De- 
partment of Health has for a number 
of years been the recognized anti- 
tuberculosis agency and is closely 
affliated with state and national 
associations. The city health officer 
is the chairman of the local Christmas 
seal sale. 

Six years ago the receipts from the 
seal sale amounted to less than $600. 
There was no deliberate planning of 
the campaign, no particular organized 
movement of any group of persons to 
sponsor the sale—the receipts prac- 
tically all came from a limited mail 
sale. The effort was small, therefore 
the amount received was small. 

Beginning six years ago, the Divi- 
sion of Tuberculosis of the Depart- 
ment of Health undertook to put the 
sale of Christmas seals on an or- 
ganized systematic basis, with the 
result that the receipts immediately 
jumped from less than $600 to 
$3,500. The following plan has been 
adopted and used from year to year 
without very much variation. 


Executive Committee 


The chairman secured a committee 
of business and professional men and 
club and society women to assist in 
promoting this campaign. No cir- 
cular letter was sent out asking for 
volunteers for such a committee, but 
the chairman went personally into 
offices, clubs and places of business, 
and within a few minutes of earnest 
conversation convinced them that 
their names were needed as members 
of the executive committee to help 
promote a successful tuberculosis seal 
sale and to strengthen the campaign 
against tuberculosis in the com- 
munity. The only thing promised 
these men and women was that they 
would not be asked to do personal 
solicitation for the sale. In not a 
single instance did anyone refuse the 
chairman to serve on this committee. 
Twenty members from the following 
walks of life served on our executive 
committee last year: two bankers, 
two doctors, a dentist, five manufac- 
turers, five leading business men, the 


mayor, four ladies prominent in social 


and club life. 
The Duties of the Committee 


Our committee approved the items 
of expenditure of last year’s receipts. 
It approved the proposed budget 
needed for the coming year’s work 
and incidentally helped work up that 
budget. It assisted in making up a 
list of prospective patrons of the seal 
sale and was of invaluable assistance 
in helping to arrive at a suggested 
amount for which each prospective 
patron was to be solicited. The en- 
tire plan of campaign was submitted 
to this committee and approved by it. 

Another item of considerable assis- 
tance which was unconsciously ren- 
dered by the committee was accom- 
plished by merely having the names 
of all the members of the executive 
committee appear on our stationery. 
In our correspondence regarding the 
seal sale, or the tuberculosis cam- 
paign, and especially in the mail sale 
of seals, the mere fact that the names 
of certain individuals of the com- 
munity appeared on the stationery as 
sponsoring such a movement had con- 
siderable weight and influence with 
certain other persons of the com- 
munity. 


Lists for General Canvass and 
Mail Sale 


For sending publicity material and 
later for use in the general canvass 
and mail sale, a card index was made 
up of names of members of Civitan, 
Kiwanis, Rotary and Lions Clubs, 
Woman’s Club, and Twin City 
Club; foremen in the manufacturing 
plants; the office force of manufac- 
turing plants and banks; the city’s 
school teachers, both white and col- 
ored; the city’s ministers, white and 
colored; leaders of various lodges 
and sundry commercial organiza- 
tions; the doctors, nurses, lawyers 
and dentists. 

This list is reinforced each year 
by checking against the city tax list— 
a most valuable source of information 
concerning some of the names already 
on the list as well as a source of addi- 
tional names of good prospects. 

(Continued on page 84) 
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The Seal Sale in a Com- 
munity of 60,000 


(Continued from page 83) 


You will observe that our list is 
rather complete in that it contains 
representative citizens of the com- 
munity. 


Active Interest of Other Organ- 
izations 


Early in the campaign the active 
interest and co-operation of other 
organizations was solicited and se- 
cured, 

Who was interested? The local 
Chapter American Red Cross; Wom- 
an’s Club, Associated Charities, Ro- 
tary Club, Civitan Club, Kiwanis 
Club, Lions Club, teachers, ministers, 
parent-teacher associations, the mayor 
and governing board. 


How This Interest Was Secured 


Principally by personal presenta- 
tion of the situation to these or- 
ganizations and this backed up by 
newspaper publicity, by letters and 
by a series of educational folders and 


booklets mailed to individuals. 
Publicity 


In our city there is a considerable 
effort on the part of the Department 
of Health to have some all-the-year- 
round publicity regarding the tuber- 
culosis situation in all its aspects. 
Once or twice during the early sum- 
mer a booklet or two has been mailed 
to several thousand citizens. Every 
month there is carried by two daily 
papers a report of Health Depart- 
ment activities, a considerable part of 
which sets forth tuberculosis problems 
and the situation generally in regard 
to it. 

In the autumn months a more in- 
tensive plan of publicity is put on— 
two or three simple, well - planned 
charts setting forth the situation 
graphically are prepared and dis- 
tributed. Posters along lines of 
tuberculosis prevention are used, 
especially in schools and factories. 
Last year our publicity campaign 
called for a booklet entitled “Win- 
ston - Salem Fights Tuberculosis— 
Some Problems — The Program” 
which was mailed to some 3,000 in- 
dividuals; this was followed in about 
one week by a folder, “How the 


Money Received Last Year for 
Christmas Seals Was Spent.” This 
folder set forth clearly just what ac- 
tivities had been made possible by 
last year’s money and how much had 
been spent on each item, and on the 
opposite page was mentioned just as 
clearly the amounts of money needed 
for the several items of a proposed 
budget for the coming year. This 
folder was given as wide circulation 
as possible and for the average busi- 
ness man was probably our best piece 
of publicity material. Another folder 
“What Tuberculosis Christmas Seals 
Mean to Winston-Salem” was mailed 
to several thousand persons, timed so 
as to reach them one or two days 
before the canvass. More than 3,000 
of these folders were mailed out with 
the city’s monthly water bills, the 
amount for postage thereby being re- 
duced for us. 

Newspapers carried stories concern- 
ing each of these booklets and in ad- 
dition carried every item given them 
concerning every phase of the pro- 
gram, never forgetting to illustrate 
such program with stories of ma- 
terial relief supplied, a sleeping porch 
built, supplies or clothing furnished, 
sanatorium care provided, Modern 
Health Crusade and nutrition classes 
made possible, milk supplied for ba- 
bies and for patients. Our papers 
have been exceedingly kind td the 
tuberculosis program and much of 
our progress has been because of this 
co-operation on their part. 


Plan of Campaign 


A card is prepared for every pros- 
pective patron. On this card are his 
residence and business address, the 
amount he contributed last year and 
suggested amount to guide the can- 
vasser in his request this year. No 
one is to be canvassed unless a card 
bears that particular prospect’s name. 
No cards were made for teachers in 
the city’s schools. A one day’s gen- 
eral canvass to be made—all missed 
prospects to be seen by the chairman 
or special committee or have seals 
mailed to them. 

The chairman or special committee 
called on firms or individuals who 
could be depended upon for the more 
liberal contribution and this was done 
so far as possible previous to the gen- 
eral canvass. 

Colleges and lodges were to be 
canvassed by their own teachers or 


specially appointed committees from 
their own membership. 


Teams for Canvassing 


In our community the four civic 
clubs and the Woman’s Club each 
supplied a team of ten persons who 
volunteered to canvass one day, a 
special team of eight or ten more 
made a total of about 60 persons who 
agreed to do real work in this can- 
vass. (Our club men responded bet- 
ter than was the case in one of our 
neighboring cities where the chair- 
man of the seal sale went before them 
and asked for canvassing teams and 
was told that they would give money 
to the tuberculosis program, but can- 
vass, never! and assured the chair- 
man they had no idea clubs in other 
cities were doing any other way.) 


The Canvass 


Our teams were invited to a lunch- 
eon the evening before the one day’s 
canvass. Practically all attended. 
At this luncheon, territory was as- 
signed, cards and supplies were dis- 
tributed and final directions given. 

Our budget called for $7,500. 
The announcement was made at the 
luncheon that practically $2,500 had 
been subscribed already in a prelimi- 
nary canvass by the chairman. 

Next day everybody worked. 

Immediately following the one 
day’s canvass, seals were mailed to 
every prospect listed who had been 
missed. 

Seals amounting to $5 were mailed 
to all teachers in the city’s schools 
and the teacher asked to buy at least 
one hundred of them and to ask the 
kiddies in her room to buy the oth- 
ers. The response to this was splen- 
did. 

Colored lodge leaders were mailed 
$10 or more and asked to dispose 
of them thro’ the members. The 
same scheme was followed for cdl- 
ored churches with excellent results. 

Colleges, white and colored were 
given definite amounts to be sold to 
the student bodies. 

Manufacturing plants appointed 
committees to canvass their own ef 
ployees. One company turned i 
practically $2,000 from their office 
and factory workers. d 

No luncheon was given following 
the one day’s canvass. ‘Teams fe 

(Continued on page 88) 
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Red Cross and N. T. A. 


Agree on Fund Drives 
The American Red Cross and the 


National ‘Tuberculosis Association 
have again entered into the yearly 
agreement in regard to the financial 
drives of the two organizations. The 
observance of this agreement will 
prevent overlapping and misunder- 
standing in regard to the conduct of 
the Red Cross Roll Call and the 
Christmas seal sale. Its principal 
points are as follows: 


(1) It was agreed that the Amer- 
ican Red Cross and the National 
Tuberculosis Association would en- 
deavor in so far as was practicable to 
prevent unnecessary overlapping. 


(2) It was agreed that the chap- 
ters and affiliated associations would 
again be advised that there was no 
official connection between the Christ- 
mas seal sale campaign of the Na- 
tional Tuberculosis Association and 
the Roll Call of the American Red 
Cross. 


(3) It was agreed that for the 
year 1924 the American Red Cross 
Roll Call will be held from Armis- 
tice Day, November 11, until 
Thanksgiving Day, November 27, 
and that the Tuberculosis Christmas 
seal sale will not begin until Novem- 


ber 28. 


(+) It was agreed that the Red 
Cross in its publicity and instructions 
to local chapters would call attention 
specifically to the fact that the Roll 
Call would end Thanksgiving Day. 


(5) It was agreed by the Na- 
tional Tuberculosis Association that 
it would again call to the attention 
of its affiliated associations the im- 
portance of not launching the seal sale 
prior to Thanksgiving Day, and that 
it would endeavor to prevent its 
affliated associations from actually 
as seals prior to Thanksgiving 

ay. 


_ (6) It was agreed by the Amer- 
ican Red Cross that it would again 
call to the attention of its chapters 
the importance of not carrying on 
their campaign after Thanksgiving 
Day and that it would endeavor to 
Prevent the carrying out of a Roll 
Call during the month of December. 


(7) The National Tuberculosis 
Association agreed that it would urge 


its afhliated associations to advise 
volunteer workers of the difference 
between the Red Cross Roll Call and 
the Tuberculosis Christmas seal cam- 
paign, and that the seal should al- 
ways be referred to as the Tubercu- 
losis Christmas Seal. 


(8) The National Tuberculosis 
Association also agreed that it would 
advise newspapers and photographers 
that the National Tuberculosis Asso- 
ciation is engaged in selling a Tuber- 
culosis Christmas seal and that this 
seal is not a Red Cross seal. 


(9) The American Red Cross and 
the National Tuberculosis Associa- 
tion agreed that each would naturally 
carry on an extensive educational 
campaign from time to time through- 
out the year, and the National Tuber- 
culosis Association agreed that it 
would use every effort to prevent the 
sale of seals until after Thanksgiving. 
It was understood that the National 
Tuberculosis Association would send 
out material for publicity prior to 
Thanksgiving, although the National 
Association could not always control 
the date of release of this material. 
It was understood also that the 
affliated associations might in some 
instances mail seals prior to Thanks- 
giving, but that no general campaign 
for the sale of seals should be under- 
taken until after Thanksgiving. 


Seal Sale Publicity by 


Means of the Spoken 
Word 


In considering the “spoken word,” 
the following questions present them- 
selves; when should this form of pub- 
licity begin? How may one secure 
places to which speakers may be 
sent? Who should speak? 

In answer to the first question, 
in my opinion the “spoken word” in 
the Christmas seal sale should con- 
tinue throughout the year, reaching 
its peak at the opening of the Christ- 
mas seal sale. 

There are numerous opportunities 
open to speakers; the general groups, 
such as churches and church groups, 
medical and nursing societies, the 
schools, parent-teachers’ associations, 
various types of clubs, men’s and 
women’s, factories and stores, and la- 
bor unions, and in each community 
there are special groups which may 


be approached if a careful study of 
clubs, societies and organizations, is 
made some time before the Christ- 
mas seal sale. The radio opens a 
new field for publicity. 

We often lose sight of opportuni- 
ties to place our educational and 
Christmas seal sale work before 
those in the crowded and poorer sec- 
tions of our communities. We think 
because we have sent speakers to for- 
eign born groups one year, we do 
not need to do it again. It must be 
remembered that those who have 
heard us to-day move to-morrow and 
others take their places. These are 
often our best helpers and contribu- 
tors as none are more familiar with 
the ravages of consumption. 

The little corner store can often 
be used to advantage in reaching 
many of these potential citizens and 
the interest shown in these little 
groups is well worth while. Here 
is an opportunity to tell about the 
free clinics, sanatoria, hospitals, and 
preventoria as well as the Christmas 
seal sale. 

There are often unusual ways of 
reaching certain sections of our com- 
munities. In Boston during the past 
year we have secured the use cf the 
“fittle church on wheels” which is 
primarily for religious purposes. This 
church is an excellent way of reach- 
ing men and women who would 
never go to a lecture hall but will 
stop and listen to a street lecture 
on health. This is particularly true 
if the talk is given by a physician 
who speaks their own language. Our 
crowds usually number from 150 to 
300 each time. Health posters are 
shown on the sides of the church and 
literature is distributed. 

There are always physicians and 
others closely connected with the 
work of the tuberculosis association 
who are willing to give occasional 
talks. In addition to these paid 
speakers can always be obtained who 
can give a good lecture. Then come 
the clergy, doctors, nurses and oth- 
ers who may be made so deeply in- 
terested in the work that they de- 
liver a good message. Mistakes may 
occur but these are more than com- 
pensated for by the good which is 
done through these talks. 

Modern Health Crusade speakers 
should never neglect an opportunity 
of telling the children that the Mod- 

(Continued on page 86) 
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Xmas Seal Publicity by 
Means of the Spoken 
Word 


(Continued from page 85) 


ern Health Crusade, clinics and 
whatever work is being carried on in 
the schools by the tuberculosis asso- 
ciations is supported by the sale of 
Christmas seals. The children are 
great publicity agents and are far 
more interested in buying, selling, 
and advertising Christmas seals if 
they know this work is made pos- 
sible by the sale of these one-cent 
seals. 

The following instances will show 
the advantage of continuous Christ- 
mas seal sale publicity. 


When the president of the Boston 
Tuberculosis Association was address- 
ing two groups of doctors, he spoke 
of the work at the Prendergast Pre- 
ventorium and what it was doing 
for Boston children. He emphasized 
the fact that it was supported by the 
proceeds from the sale of Christmas 
seals. In both groups I saw several 
doctors nod their heads and speak 
to one another. Evidently, up to this 
time, they did not know how the 
preventorium was supported. 

On another occasion it was my 
privilege to speak before a very in- 
telligent group of church workers 
telling them about the general work 
of the Boston Tuberculosis Associa- 
tion, and closing with a summary of 
the reason for the mail sale in Bos- 
ton, and the results of the Christ- 
mas seal sale of 1923. As this mail 
sale is comparatively new there are 
a good many who do not understand 
the reason for it. Following this 
talk several in the audience who had 
been opposed to it expressed them- 
selves as convinced of its value, and 
an unusually substantial check was 
given for the use of the association. 

Every‘ active tuberculosis society 
has opportunities to send speakers be- 
fore organizations for medical lec- 
tures, health talks, etc., during the 
year. Each time the speaker should 
be reminded to emphasize the value 
of the Christmas seal sale, not only 
as a financial asset but as an educa- 
tional factor. 


BERNICE W. BILLINGs, 
Boston, Mass. 


School Children as Seal 


Purchasers 
(Continued from page 78) 
a stipulation, however, and it is one 
that we have since adhered to, that 
all premiums that were given must 
be such as would make for the wel- 
fare of the pupils and would serve 
the entire school rather than indi- 
viduals. 
Scales as Prize 

With this end in view, our first 
thought was to offer standard scales 
for the weighing and measuring of 
pupils, and in our first year of the 
school sale we made this our special 


In the year 1923 we decided 
that our premiums had cost us in 
some cases a rather disproportionate 
amount of the returns of the seal 
sale, and we made an effort to in- 
crease the goal for which these pre. 
miums were offered. Where. for 
example, we had offered a volley ball 
and net for a sale of 1,500 seals in 
1922, in 1923 we offered this outfit 
for a sale of 2,000 seals. We al- 
lowed the standard scale to continue 
as a premium for a sale of 5,000 
seals, however, although quite con- 
scious of the fact that 22/50 of this 
money going to the school did not 
leave a great amount for our work 


Following is a summary of the 1922 seal sale in the schools: 


73 De Luxe Scales 


1 Evercool Drinking Fountain (complete) 


10 Volley Ball Outfits (with stands) 
36 Jump Stands 


7 Evercool Drinking Fountain (2d Grade)....... Readtote 


3 Modern Health Crusade Panels 
6 Foods and Health Panels 
127 Volley Ball and Net 


30 Health Readers (Rosy Cheeks and Strong Heart) 


12 Onliwon Towel Cabinet 


135 Sets Cho Cho and Health Fairy Readers... 


348 Pictorial Health Charts 


Amount sold for which no premium was given, approx. .. 


Total School Sale 


Total Sale Cost to Us 
$1,606.00 
19.00 
200.00 
423.40 
50.40 
22.50 
54.00 
662.00 
57.60 
23.40 
129.60 
87.00 


$9,116.00 
884.00 


$3,334.90 


$10,000.00 


premium. We corresponded with the 
Mason, Davis Scale Company, of 
Chicago, and secured from them a 
special rate on their De Luxe Stand- 
ard Scale of $22 per scale, f. o. b. 
Chicago, this price to be given only 
during the season of the. Christmas 
seal sale and to apply only to schools 
earning the premium by selling seals. 
That year we gave 53 scales. We 
offered also a Tiny Tim Theater and 
one health play for a sale of 1,000 
seals and a pictorial health chart 
for 500 seals. We gave 69 of the 
Tiny Tim Theaters and 192 health 
charts. Our total sale by the school 
children amounted to $1,790.98. 
The sale through the schools was 
sufficiently successful to encourage us 
to undertake it -again in the 1922 
sale, and then we sent advance litera- 
ture to each teacher throughout the 
State and also had printed a list of 
premiums, which was very much 
more extensive than that of the pre- 
ceding year, taking in a considerable 
amount of athletic apparatus. 


in other directions. Our board is 
convinced that placing a good scale 
in any school is a piece of very 
definite anti-tuberculosis work and 
feels that the larger proportion of the 
money retained is quite justified. 


An Educational Investment 


The results of the 1923 sale 
through the schools are nothing 
splendid. If it were not for the fact 
that our premiums are of very dis 
tinct value in the school work of the 
state of Kansas, we should not feel 
that the returns justified the work 
involved and the expense of the ut 
dertaking. We do not deduct the 
cost of these premiums as a seal sale 
expense, but charge it under health 
education equipment. 

We cannot give the exact figurt 
to show the proportion of our 1923 
sale of $53,121.24 that was produced 
by the children of the schools, be 
cause some of our local chairmen di 
not keep their figures separate. We 
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can say, however, that it is approxi- 
mately $9,000.00, that the expense 
of producing this proportion of the 
money was $669.23, and that we paid 
out for premiums and postage and 
insurance $2,926.89. Wherever the 
sale in the schools was handled by a 
local committee or association, the 
local bere a percentage proportion of 
the expense of the premiums, figured 
on the regular basis of distribution. 


The Plan of Procedure 


I have been asked to say something 
about a special plan that we con- 
ceived with very high hopes for the 
1923 seal sale. In spite of the fact 
that the plan was a failure with us, 
I will pass the hint along because 
some of you may work it out with 
better success. The idea was espe- 
cially to be applied to small com- 
munities, with the thought that we 
might reach our Christmas seal pur- 
chasers more surely and at less ex- 
pense by having all of the appeals 
presented by the school children but 
presented in letter form, being a dis- 
tinct bid for the $1.00 contribution 
rather than the sale of a few pennies’ 
worth of seals such as so often occurs 
when children sell the seals. A draft 


of the letter that we proposed is as 
follows: 


“Throughout the state of Kansas to-day 
the school children are delivering letters 
similar to this. With each letter is a 
sheet of Christmas seals—100—price $1.00. 
Wonderful little workers against Tuber- 
culosis are these Christmas seals that the 
children bring. They saved over 300 
Kansas lives last year. Buying and using 
them keeps up the fight against ‘Tubercu- 
losis and lightens the lot of the more than 
6,000 consumptives that live in Kansas. 

Some folks have felt a little doubtful 
about trusting a dollar in the hands of a 
young child, so the children are offering 
seals in this way and asking you to sell 
to yourself. Please do this: 


1. Keep the seals, put the price in the 
addressed envelope, seal it up and give 
to the child salesman when he calls, or, 

2. Write on the face of this letter the 
school that should have credit, inclose 
your money, put a postage stamp on the 
envelope and drop it in the mail. We 
shall give proper credit. Please do 
this, if the child who has your name 
does not call by December 10th. 

3. After buying your seals, detach 
one and stick it on your front door, 
thus notifying our eager young sales- 
people that you have bought already. 

4. If quite impossible to buy all or 
part, send’ them back to us in the en- 
velope promptly, so that we may use 
them elsewhere. 

All the money is to be used in fighting 
Tuberculosis. The school children get a 


valuable premium for their work in sell- 
ing. Your dollar is urgently needed. It 
will pay excellent dividends. If you write 
a check, make it in favor of the Tubercu- 
losis Committee.” 

You will readily see the points in 
favor of this: a saving of postage, a 
direct appeal for a sale of one hun- 
dred seals, and the possibility of 
stirring up some rivalry between the 
different schools of a small town that 
would cause competitive sales. 

We presented this matter to our 
local chairmen and expected to be 
well received, but somewhat to our 
surprise we had but one chairman 
who was willing to consider it for 
one moment. The reason given was 
that it involved entirely too much 
work for the teacher to undertake 
and that it was quite out of the ques- 
tion to expect that it would be suc- 
cessful because the teachers would not 
be willing to back it up. The one 
chairman who did undertake the 
work had very little success. 

Tt occurs to me that the objection 
as to the extra work put upon the 
teacher is valid but that it might 
possibly be overcome by organizing 
parent-teacher associations to do the 
work, and of course the local com- 
mittee would have to prepare a mail- 
ing list and have everything mapped 
out in a systematic way that would 
reduce the burden upon any one per- 
son to a minimum. 


Hints from Our Experience that 
Have Proved Valuable 


Since the rural schools change 
teachers practically every year, it is 
necessary to begin at the opening of 
school, making arrangements with 
the county superintendents to send 
you lists of rural teachers, giving 
names and addresses if possible. It 
is helpful to have stated the number 
of pupils in each school so that you 
may know what amount. of supplies 
to send. 

We have not found it worthwhile 
to secure the acceptance of the 
teachers to a plan for selling Christ- 
mas seals. We tried this the first 
year, sending a postcard for reply. 
We got comparatively few responses 
and found it just as well to send 
seals regardless of prearrangement. 

We give a bangle pin to each child 
selling 50 seals or more. Since 
bangle pins cost less than postage, we 
estimate the number that will proba- 
bly be required and put some in each 


envelope of supplies. We ask the 
teachers to return the unused bangle 
pins and prepare to give them more 
than are needed rather than a 
shortage. 

In distributing premiums, we try 
to have all of the work done outside 
of our office. We have an arrange- 
ment with the Peabody School Furni- 
ture Company by which they handle 
all the premiums, sending them by 
parcel post, insured, and sending us 
a bill that includes not only the cost 
of the premiums but also the postage 
and insurance. Shipments that are 
large enough to require handling by 
freight we expect the school receiv- 
ing the premium to pay the freight 
charges from point of origin. 

Even if you wait until the Christ- 
mas holiday season, it will be neces- 
sary to send a follow-up to about 50 
per cent. of the teachers to whom 
you have sent seals. A second follow- 
up will also bring results. We have 
had returns come in as late as April 
but we specify on our directions that 
no premiums will be given after 
January 15. 


Conclusions 


In new territory it is a good 
stimulus to the sale of Christmas seals 
to offer premiums. 

The important factor to interest 
is the teacher rather than the pupils. 
It is probably true that if the inter- 
est of the teachers could be obtained 
in some other way, premiums would 
be quite unnecessary for the success 
of the sale. 

It is the belief of our directors that 
the money that we spend in premiums 
in our school sale is well invested 
since it promotes the acquisition of 
playground apparatus and provides 
material that is helpful to the teacher 
in health work. 

There is a favorable reaction 
among our local associations and com- 
mittees and they are always glad to 
point with some pride to the fact that 
we give tangible evidence to the 
schools of our desire to promote 
health through offering the valuable 
premiums. Many superintendents of 
schools have told us that they could 
not see how we could supply such 
premiums for the returns that we re- 
ceive. It is our aim to be more par- 
ticular each year as to the amount 
expended for the premiums, trying to 

(Continued on page 88) 
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Maintenance and Develop- 
ment of Lists 
(Continued from page 83) 
often proves valuable in rectifying a 
mistake made in the thousands of 
cards that are kept as the primary 

record of the sale. 
The system under which we ope- 


rate still has many places in which ~ 


it can be strengthened, but we have 
gradually through the years eliminat- 
ed troubles to such a degree that. we 
are finding more and more that the 
“bogie” of the seal sale is not as nerve- 
racking as it was at first, and with 
each step forward, that fewer mistakes 
are made. We find too that atten- 
tion to little defects in our organiza- 
tion results in a steady, though com- 
paratively small, increase in the dol- 
lars that come. Gradually we are 
marching toward the $50,000 annual 
goal. If we can march toward it at 


the rate of $3,000 annually it will 
not take us long to get there for we 
are but $13,000 away from it now. 


The Seal Sale in a Com- 
munity of 60,000 
(Continued from page 83) 


ported to their captains, and the cap- 
tains to the chairman. 

$7,500 was requested. Nearly 
$8,000 was received. Our conclusion 
to this is that a little thinking out 
in advance; the enlistment of the 
sympathy and interest of the agen- 
cies at hand; telling the public all 
about the situation, its problems and 
the program; securing the co-opera- 
tion and assistance of business men 
‘and women to the extent that they 
are willing to put some real work in 
the campaign, will result in increas- 
ing sales of seals from year to year. 


School Children as Seal 
Purchasers 
(Continued from page 87) 


conserve the Christmas seal returns so 
far as possible for actual health work. 
We have tried in every case, however, 
to see that all premiums given are 
first-class in quality. 

Occasionally we have word from 
some teacher or superintendent that 
his school prefers to do the work 
without premiums. This has never 
happened, however, in any case where 
the sale has been large and does not 


show that the enthusiasm without 
premiums is equal to that when pre- 
miums are given. 

We believe that such a premium 
as the devotion of a considerable por- 
tion of the Christmas seal money to 
milk lunches or to open air schools 
would be just as valuable as the offer 
of premiums of physical apparatus. 

We do not think that we have 
made any great advance in this work, 
but we have learned a number of 
things and believe that each year our 
school sales will increase. We also 
believe that selling seals in this way 
is well worth while and that it has 
no materially lessening effect on the 
sale by mail that goes on in the same 
localities. 

CuHar.es H. Lerrico, M.D., 


Topeka, Kans. 


Christmas Seal Posters 


Mr. Ziegfeld, of the “Ziegfeld 
Follies,” in speaking to a friend of 
mine the other day, said that he was 
discontinuing his billboard on Broad- 
way, which cost him $50,000 a year, 
because that type of advertising had 
become so general that he believed it 
had lost its value. 

We in Pittsburgh have had some- 
thing of the same idea. We have 
felt that a few posters were wasted, 
that a great many should be used, 
and these grouped at the busiest 
points or put up in some unique way 
so as to attract attention. 

We have tried to have our posters, 
both large and small, come out as 
far as possible on one day, and have 
confined them principally to the 
down-town district and to the main 
roads leading into Pittsburgh. 

The large Style “G” full billboard 
poster, we have had put up gratis by 
the Pittsburgh Poster and Advertis- 
ing Company, who also contributed 
the space. They were placed in such 
a way that down-town it was almost 
impossible to look in any direction 
without seeing one of them. T'wo 
hundred of these posters were used. 

The O. J. Gude Company con- 
tributed six full billboard painted 
signs. These were placed three on 
each boulevard. 

For the principal intersections of 
our streets we had a Style “F” 28 x 
42 Santa Claus poster on triangular 
boards. These were placed around 


electric light poles on the edge of the 
sidewalk. Permission had to be se 
cured from the Department of Public 
Safety and from the Electric Light 
Company. The Electric Light Com- 
pany also assisted us in distributing 
these posters by giving us the use of 
two men and a truck. The boards 
were built of frame and covered with 
sheet metal. Fifty of these triangles 
were used at the principal intersec- 
tions. 

We used two thousand Style “D” 
21 x 28 posters on the sides of de- 
livery wagons, milk wagons, National 
Biscuit Company wagons, and other 
commercial vehicles. 

Two thousand Style “C” 21 x 28 
posters were put up by the Van 
Lewen Posting Company at five cents 
each. This was the only item we 
paid for in connection with our 
posters, and will not be necessary this 
year. 

Fifteen thousand windshield stick- 
ers were used. All taxicab companies 
generously agreed to use these and 
kept them on the back windows of 
their taxies for a week, and in some 
cases for the length of the seal sale. 
The rest of these stickers were used 
on private vehicles and were dis- 
tributed by the traffic police through 
the courtesy of the Department of 
Public Safety. 


We decided that one of our best 
sources of advertising was the poster 
on the front and rear of street cars. 
It may be possible for you to drive 
down a boulevard with signboards on 
either side and not read any of them, 
but barely possible to ride behind a 
street car without noticing the pla- 
card on the back. We have no diffi- 
culty in having the street cars carry 
these for a week. 

Four thousand poster cutouts and 
“For Sale Here” cards were dis- 
tributed by a group of young ladies 
and very courteously received, in all 
cases remaining in the windows for 
the duration of the seal sale. 

As I said before, we like to have 
our advertising go out as much 4s 
possible on one day. ‘Through an 
agreement with the Red Cross we 
start the sale of the seals on Thanks- 
giving Day. The letters are mailed 
the day before. We try to have our 
posters up about three days before 
the mail sale. 

Atice E. STEWART 
Pittsburgh, Pa. 
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